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Eusebio, February 
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Sofer, May 
Solving C Problems With Disability | 
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The Female Market: A New Perspective 
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Selling Disability Insurance With a Stock Purchase 
Agreement Ware, July 
Handling the Objection “I Have Group LTD” 
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Selling DI in the Medical Market Herzog, July 
Salary Deduction DI: An Alternative to Group LTD 
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How Disability Income Underwriting Affects the 
Sales Process Exsebio, July 
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Ideas That Close DI Sales Hoesley, October 
Easing the Burden With Hospital Indemnity 
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400 Advertising/Public Relations 


How to Write Articles for Insurance Publications 


40 


The Changing Concepts of “Client Building” (part 
one) Ballew, March 
The Changing Concepts of “Client Building” (part 
two) Ballew, April 
The Changing Concepts of “Client Building” (part 
three) Ballew, May 


600 Agent As A Businessman 


How to Expand Your Markets Reynolds, April 


Are You Continuing Your Education? (Part 1) 
Ballew, June 

Are You Continuing Your Education? (Part 2) 
Ballew, July 

Are You Continuing Your Education? (Part 3) 
Ballew, August 
You Can Bank On It! MacDonald, September 
Getting Into Planning Morrow, November 


Choosing Your Path to Financial Planning 
Brams, November 


Life Underwriter or Full Financial Planner . . . You 
DO have a choice! Shields, November 


700 Annuities 
“I wish I could put more into my IRA. . .” 
Butler, February 


TDA: The Premier Retirement Vehicle 
Vonch, April 


1400 Business Insurance 
(Not Employee Benefits) 


Incorporating Small Businesses Ware, March 


1450 Buy-Sell 
Selling Disability Insurance with a Stock Purchase 
Agreement Ware, July 


Transferring Ownership of Business Interests 
Van Dusen, August 


1900 Competition 
Comparing Universal Life Policies 


Schulten, January 

Competition: Short term versus long term “your 
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Comparing Rates of Return on Universal Life 

Olson, June 


2000 Computers 


Computers: Income Tax Advantages for Business 
Use Hanks, September 
HHCs and Multiline Agents Rambo, September 
Hand-Held Computer Power 

Malcolm, September 
My computer keeps me organized! ; 

Karpinshi, September 
One Agent, Two Computers Uts, September 
One-Call Selling with the HHC Loy, December 


2100 Corporations 


Incorporating Small Businesses Ware, March 


2400 Employee Benefits and 
Executive Compensation 


Selling the Deferred Comp Concept to Employers 

Rosen, February 
The Dynamic Duo: 401(k) and Retirement Sav- 
ings Plans Johnson, March 
That's Where the Money Is! Ragan, March 


Prospecting in the Employee Benefit Marketplace 
Mann, March 
The Case for Payroll Deduction Cook, May 
Solving Corporate Problems with Disability Income 
eesbio, May 

Getting Into Payroll Deduction 
Schulten, October 


2500 Estate Planning 


Estate Planning Concepts for Business Owners 
Gatewood, 
You've been named as executor . . . 
Plotnick ’ Leimberg, November 
Approaching Prospective Clients 
Ware, November 
3200 Government Benefits 


Social Security Disability Benefits 
Exusebio, September 
3300 Group Insurance 


Handiing the Big Case Eusebio, June 


Handling the Objection “I Have Group LTD” 
Hitchcock, July 
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Comparing Universal Life Policies 
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Paying Off the Mortgage With Universal Life 
Dunn, January 
“Investments” for the Family Market 
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